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Putting Data Storage Technologies 
to Work at Tax Time
Advice and insight from a practitioner whose 
firm uses technology to streamline the tax 
process, provide services more effectively and 
efficiently, and secure the privacy of data.
T
echnology has changed accounting practices 
as a whole, from what we do inside the 
accounting firm to what we recommend to 
clients to better serve their needs at tax time 
and throughout the year.
Like many firms, ours began as a "mom-and-pop"-sized 
entity 30 years ago. Nevertheless, from the beginning, our 
founding partners realized that efficiency was the key to 
serving clients effectively. Today, our firm, RBZ, LLP, con­
tinues to use technology to increase our efficiency, improve 
our service, enhance our reputation, and foster firm devel­
opment and growth. We have more than 80 CPAs, and 
they all travel to client sites outfitted 
with laptops that enable working from 
the field through Citrix to our servers for maximum effi­
ciency. We've upgraded our dual server farm to a 1.75 ter­
abyte Storage Area Network (SAN) that allows us to 
manage data, including backing them up to secondary 
storage.
We often find we are in a position not only to advise 
clients on their financial health, but also to teach them 
how to protect their valuable company records, provide 
data security, and keep ahead of regulatory compliance 
needs. We deliver to clients technology counsel that is 
grounded in real-world, day-to-day knowledge. Each 
company has slightly varying requirements depending on 
industry, company size, and other factors, but there 
are overall approaches that can help ensure that data are 
protected and archived.
Companies large and small must work efficiently to 
streamline the tax process and use their budgets and 
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resources wisely. The smart and practical adoption of 
technology for the purposes of tax preparation need not be 
a painful, complicated experience for either clients or their 
accounting firms. We have found that our smaller clients 
(including closely held businesses with fewer than 100 
employees, and individuals with high net worth) tend to 
be better equipped with more up-to-date technology in 
place and by their very nature, move more quickly and 
efficiently than their larger competitors. Larger businesses 
often lack the nimbleness and flexibility to implement new 
technologies, leaving them vulnerable to data loss as well 
as fines and penalties for noncompliance.
Insure regulatory compliance
Also, to ensure regulatory compliance, CPA firms and their 
clients need to implement a process for safeguarding data 
internally as they are transferred, stored, and physically 
destroyed. For example, data can be encrypted before 
being burned to media while the pass­
words are sent by call, e-mail, or paper 
mail. An effective process protects not 
only records in the accounting firm's possession but also 
financial records at the client site. In recent years, industry 
regulators have imposed record management laws that 
have an impact on a range of public and private businesses. 
Many regulations specify the length of time records must 
be retained and require nonalterable storage technology for 
archiving. As time goes by, businesses will be challenged 
more and more to address the storage of large amounts of 
data for long periods of time in formats increasingly 
dictated by law.
With low-cost CD and DVD burners included in most 
new PCs today, smaller companies are using CD or DVD 
media as a highly cost-effective means to protect, 
transport, and store the bulk of their business data.
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Following the lead of small businesses, companies of all sizes can 
put CD and DVD technology to use at tax time. The ability to 
safeguard tax data for historical purposes on CD or DVD allows 
companies to augment paper records with duplicate data on 
removable media that can be stored off-site or quickly moved in 
case of emergency. This method facilitates the easy archiving of 
data to protect highly critical information in a manner that's easy 
to implement, easy to move, and easy to recover. It also allows the 
advantageous use of CD and DVD media that can store informa­
tion in a nonrewritable format, allowing companies to address 
regulatory needs easily and cost effectively.
Although it is tempting to minimize expenses by using bulk 
off-brand media for CD and DVD storage, business users need to 
keep in mind that the cost of the media isn't the issue; what is 
critically important is the cost of the information stored on the 
media and the cost to the business of recreating that information 
if the media fails. There are industry manufacturing standards 
that dictate the maximum allowable errors for CD and DVD 
media, so sticking with known brands minimizes risk because 
lesser grade media is much more failure-prone. Premium-grade 
media, for example, from Maxell Corporation, consistently exceed 
these quality standards by 65 to 75 percent, which makes them a 
bargain if major data losses occur and data needs to be recovered 
from the backup media.
Spend quality time with your clients—not 
quantity time
Most accounting firms bill their clients on an hourly basis. 
Consequently, clients need to try to maximize the time CPAs 
spend in highly productive activities and minimize nonproductive 
"busy work." As with any service firm, time is money, so tax time 
preparation in advance can allow a CPA to focus on advice and 
strategies, rather than spending hours manually inputting data. 
Most accounting firms can easily work with data from popular 
accounting programs in their native formats (RBZ works with 
data in about 20 different programs), so it pays clients to consoli­
date accounting data into one of these formats and save it on a CD 
or DVD before calling their accounting firm. Electronically 
preparing as much information as possible using QuickBooks, 
Peachtree, Simply Accounting, and similar programs will save 
data keying time — and therefore money —immediately.
Working directly with data on CD or DVD, accounting firms 
can be more focused and cost-efficient, using billable time intelli­
gently. It also gives clients direct control over their tax preparation 
by allowing them to decide how much work they want to put in 
themselves and how much work they expect their CPA firm to do 
on their behalf.
Clients can also retain control by examining how they interact 
with their accounting firms' CPAs. Historically, accounting firms 
have typically sent CPAs to travel from their offices to client com­
panies. With our larger clients, that is still the case; as discussed 
above, all of our CPAs are outfitted with laptops for onsite work. 
But let's face it: Travel time, billed by the hour, can easily eat up 
the accounting budget of smaller companies, so using technology 
to reduce travel time and onsite visits can stretch budgets.
By sending accounting data prepared directly by the client on 
CD or DVD to the accounting firm by courier or overnight shipper, 
travel time charges disappear. Once the accounting firm receives the 
data, information can easily be copied to the firm's secure servers, 
CPAs can work in their own offices, and the resulting data can be 
transferred back to disk and returned to the client when completed, 
eliminating travel-related expenses. This approach also allows com­
panies to choose accounting firms outside their geographic region, 
enabling them to select firms that offer highly specialized skill sets, 
competitive rates, or top reputations.
Data health and safety equals financial health and 
safety
Another important dimension of the service we provide to our 
clients is confidentiality. We are entrusted with sensitive financial 
data and need to keep this information away from the prying eyes 
of competitors and other interested third parties.
Some firms email data securely or setup an FTP (file transfer 
protocol). In order to maximize the security of confidential 
accounting data, however, we advise the transport of information 
on CD or DVD via same-day or overnight delivery for additional 
security and privacy compared to e-mailing or electronic 
exchange. Using the CD or DVD method, companies can escape 
the problems associated with email, including the movement of 
data through unsecured networks or the Internet, the complexity 
of implementing encryption strategies and systems, and the pro­
tection of confidential data from unauthorized access or intercep­
tion by third parties. Once the accounting firm receives the CD or 
DVD, the data is moved directly to secure servers where CPAs 
then work with the information.
For long-range data security, CD and DVD storage solutions 
allow both on-site and off-site capabilities for extremely compre­
hensive backup, archiving, and business continuity. Larger enter­
prises will likely use tape for these purposes, but companies both 
large and small should look at unalterable media such as CD-R, 
DVD-R, DLTIce, and the new LTO Ultrium 3's WORM tape 
format for secure storage of critical data for legal and regulatory 
compliance.
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These approaches require considering the costs associated 
with initial investment and continuing operations, additional 
infrastructure complexity, and dedicated IT staff to manage the 
storage operation. However, we cannot overemphasize how 
important it is for businesses of all sizes to protect their business 
data, including their employee's personal and customer data.
Addressing tomorrow's tax-time needs today
Our company is moving beyond the state-of-the-art implementa­
tion we have today to create a highly searchable research portal 
for our staff and clients. This exciting project will assemble data 
from myriad internal and external sources to create a competitive 
advantage for our clients. For a full-service firm like ours, having 
tools that allow CPAs to function at peak performance can bring 
rewards for clients and staff alike. As tax time rolls around in 
2006, clients can have a CD arrive via FedEx from the account­
ing firm with the last ten years of historical data, ratios, trial bal­
ances, and other timely analytical information that can help them 
forecast and make solid financial decisions regarding business 
and investments.
As we look into the near future, we can see this strategy of 
moving data securely between accounting firm and client 
expanded to include more data and more information that can 
open up a completely new world for tax and financial planning. 
We also predict even more secure backup and archiving tech­
nologies in the future to meet the specialized demands of a vari­
ety of industries. As data management and storage technologies 
evolve, so will the practical applications. By taking a very proac­
tive approach towards business and financial planning, and 
improving efficiency through the use of technology, CPA firms 
will see the impact on their businesses at tax time and beyond.
David Zaslow is a founding partner of RBZ, LLP, a Los Angeles- 
based public accounting and strategic business consulting firm that 
serves clients in the legal, nonprofit, manufacturing and distribution, 
high technology, entertainment, and real estate industries, among 
others. (www.rbz.com).
Letters to the Editor
The Practicing CPA encourages readers 
to write letters on practice management 
and on published articles. Please remem­
ber to include your name and telephone 




Providing small business guidance for control 
framework implementation to support Sarbanes- 
Oxley 404 compliance efforts
The Committee of Sponsoring Organizations of the Treadway 
Commission (COSO) today released for public comment an 
exposure draft of its much-anticipated Guidance for Smaller Public 
Companies Reporting on Internal Control over Financial Reporting. 
This guidance, which serves as a supplement to COSO's Internal 
Control — Integrated Framework, originally published in 1992, 
focuses on the unique needs of smaller public companies in 
regard to compliance with section 404 of the Sarbanes-Oxley Act 
of 2002 (Sarbanes-Oxley).
COSO's new guidance outlines 26 fundamental principles 
associated with the five key components of internal control, 
namely, control environment; risk assessment; control activities; 
information and communication; and monitoring. The report 
defines each principle and describes its attributes, lists a variety 
of approaches smaller companies can use to incorporate the prin­
ciples, and includes real-world examples of how smaller compa­
nies have effectively applied the principles.
A project task force, overseen by Task Force Chair Debbie 
Lambert, COSO Chairman Larry Rittenberg, and led by 
PricewaterhouseCoopers (PwC) partner Miles Everson, consisted 
of approximately 20 members with experience in small business. 
They, along with a PwC research team, brought experience with 
both small public companies and section 404 from within their 
respective organizations. The task force focused on providing 
examples that demonstrate how the principle-based Framework 
can be applied to small public businesses. According to Everson, 
"The guidance does not change the requirements for effective 
internal control over financial reporting, but it does more clearly 
articulate how smaller businesses can achieve effective internal 
control in a more cost-efficient and practical manner."
"Although the control principles addressed in the new docu­
ment may be applicable to both large and small companies," said 
Rittenberg, "it was important for us to demonstrate how smaller 
public companies can implement effective internal control in a dif­
ferent manner than do their larger counterparts”. The document is 
intended for use by board members, senior management, other 
personnel, and external auditors.
The report can be accessed at www.coso.org. COSO encour­
ages interested parties to read and comment on the exposure 
draft and to direct comments through the Web site at 
www.ic.coso.org. The comment period ends on December 31, 
2005. Final guidance is expected in the first quarter of 2006.




A consultant describes a tool that can help man­
agers in organizations, including CPA firm 
partners and managers, to assess recruits, retain 
employees, and ensure that they are suitably 
deployed.
Many elements contribute to a firm's growth and 
profitability, including teamwork, effective 
leadership and management, and productive 
employees who are interested in growing with 
the firm. To help ensure this effectiveness and productivity, 
firm partners and managers must understand what motivates 
the people they hire and work with and how they're likely to 
approach fulfilling their responsibilities. To help partners and 
managers gain this understanding, many firms use the 
Predictive Index® (PI).
CPA firms use the PI in a variety of situ­
ations. However, it is not designed exclu­
sively for CPA firms, nor is it the only tool 
CPA firms use to predict employee behavior. Many firms use 
the PI at the outset of the recruiting process to assess an indi­
vidual's suitability for and ability to adapt to situations he or 
she may be placed in, and they continue to use it as the indi­
vidual's role evolves.
At San Francisco-based Harb, Levy & Weiland, LLP, a firm 
of approximately 60 professionals, the PI is used with every 
recruit as part of the initial hiring process. An administrative 
assistant administers the PI. "It's part of the paperwork 
involved in the process of hiring anyone," says John C. Navolio, 
a firm partner. Those taking the PI are told that there are no 
right or wrong answers. Navolio adds, "It does not play a role 
in deciding whether a person is hired, but principals and man­
agers interpret the results and use the output to analyze how 
people will fit in certain practices and situations." (Experienced 
PI consultants conduct three-day workshops to train the man­
agement team to analyze the information provided in the PL)
All 94 member firms of the PKF North American Network 
use the PI for recruiting and retention. PKF member firms 
range in size from $2 million in revenues to $20 million, with 
an average of $6.5 million. Rudy Beilfuss, president of PKF, 
has been using the PI for 30 years. At PKF, he uses it in the 
association offices as well as with member firms.
The PI is "a quick and easy tool," Beilfuss says, that reveals 
what motivates individuals and helps predict their workplace 
behavior. It is not, however, the only tool PKF uses to predict 
suitability in various situations. "In certain situations," says 
By Donald B. Scholl
Beilfuss, "more sophisticated high-powered tools are used, 
along with the PI, especially for recruiting and promoting 
managers." He adds, "The PI is one of the tools used in devel­
oping the firm's management structure to ensure that the right 
people are in the right spots."
In my own consulting practice, almost 70 clients use the 
PI, mostly in the consideration of candidates for promotion. 
About 25% of my practice involves training clients to use the 
PL This analysis helps them to better understand and manage 
employees and lead their firms more effectively. The PI reveals 
to employers—and subject employees—what their behavioral 
characteristics are. It may reveal, for example, whether employ­
ees are assertive, impatient, willing to delegate, or detail-ori­
ented. Navolio says, "Awareness of an employee's 
characteristics, knowing whether a person is structured or 'free- 
range,' helps to determine whether a person's style will fit in 
certain situations and he or she will be happy."
Discerning personality
The PI can be administered in approximately 15 minutes. 
Given a list of adjectives, the subject first indicates which 
adjectives describe how others expect him or her to behave, 
resulting in a self-concept that describes the subject's overt 
decision to adapt. Then the subject indicates which words 
describe him or her, creating a self-profile that describes the 
subject's natural self. The trained manager analyzes the self­
profile and the self-concept to help others understand 
the behavioral profile of the surveyed individual.
Beilfuss finds the PI profile is useful in "counseling people to 
understand where they fit in the organization, and what career 
path to take. For example, someone in audit may prefer taxes or 
consulting." In addition, he says, "The PI profile is useful in 
problem-solving if someone is not functioning up to par." 
Placing employees in suitable spots and knowing how to help 
them develop appropriately contributes to employee retention.
Clifton Gunderson (CG), the twelfth largest CPA and con­
sulting firm in the nation, recently reported that the PI con­
tributed significantly to its employee retention efforts. In 1999, 
the firm's turnover rate was close to 30%, one of the highest 
among CPA firms. Using the PI to help identify and address 
employees' needs, it helped CG to cut its turnover to 15%, half 
of what it was. CG's Chief Human Resource Officer, Lauren 
Malensek said, "PI has had a real impact at CG. Whether it's 
team-building, effective communications, how employees 
interact more effectively with the partners, or anything related 
to productivity or time management, PI is part of it."
Navolio also sees the profile's value in learning the best 
approach to use in counseling employees. He says, "Managers 
can assess, based on an employee's profile, which counseling 
style will be the best approach; for example, quick, direct and 
harsh, or more probative."
Team-building and communication
PKF firms use the PI for team-building and communication. 
Reviewing the profiles with managers helps them to under- 
continued on next page 
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stand better what motivates team members and how to com­
municate with them.
Training in interpreting the PI and experience in using it 
helps also in coping with clients. Navolio says this experience 
helps "to get a read on clients' managerial and decision-making 
styles. Are they, for example, detailed, assertive, impatient, or 
delegators?"
The confidence issue
Both Beilfuss and Navolio cite employees' attestation to the 
accuracy of the profiles developed with the PI. Beilfuss says 
that prospects and employees are "amazed" by the accuracy of 
their profiles. "Accountants are generally skeptical to begin 
with," he says, "but when presented with their PI profiles, 
skepticism wanes."
At Harb Levy & Weiland LLP, the firm waits to see what 
level of interest an employee has in the outcome of the PL If 
the employee is interested, the results will be discussed with 
him or her. "Employees are impressed with the accuracy of the 
results," says Navolio.
The PI instrument is evaluated frequently to determine its 
validity (the trustworthiness of its outcome) and its reliability 
(the accuracy of what it tells users).
Assessing compatibility
The PI can also help to assess how firms proposed for merger or 
acquisition will blend. The culture of a prospective acquisition 
is less tangible than its financial components. The PI can help 
in determining whether the new firm has similar values and 
will merge easily. CG used the PI to assess the leadership and 
culture of a prospective acquisition, believing that the PI was a 
proven tool for maintaining open lines of communication that 
are critical to the merger's success. Partners and managers in 
the merging firm took the PI and participated in discussions 
with CG's leadership. CG shared the PIs of its team with the 
acquired team to develop a common language and greater 
understanding of both executive teams.
The PI was also administered to each employee. This helped 
CG make better decisions about best use of staff talent, what 
key placements should be, and how to motivate the new 
employee base.
The merger was smooth. "The PI allowed us to understand 
the work-related needs of employees, including CG employees, 
throughout the change. Turnover was minimal, whereas, nor­
mally, mergers result in large turnover. I attribute that outcome 
to effective communication, for which PI opened the door," said 
Rick Goldenson, the CG partner who managed the merger.
In my experience, proposed mergers have often succeeded 
with the help of the PI in assessing the probability of both 
firms' values and cultures blending. I've also used the PI as part 
of the due diligence process in assisting with mergers and 
acquisitions (M&As). Its use is always a benefit. Mergers that 
were not pursued because the PI predicted incompatibility may 
have spared management and employees great pain.
The PI can help management in firms of any size hire and 
deploy the right individuals. This tool helps ensure that new hires 
blend with a firm's culture and strategy, other employees continue 
to support the firm's strategy, and acquired firms and their people 
blend and contribute to the firm's business objectives.
Donald B. Scholl is president of D.B. Scholl, Inc. (www.dbscholl.com). 
He is a consultant to the accounting profession and is the distributor to 
the accounting profession in North America of the Predictive Index®. 
He can be contacted at 610-431-1301; don@dbscholl.com.
ARSC Survey: Independence in 
Compilation Engagements
In response to the evolving complexity of the 
Independence Standards as codified in the AICPA 
Code of Professional Conduct, the Accounting and 
Review Services Committee (ARSC) is seeking the 
input of CPAs, their clients, and third-party users of 
compiled financial statements as to the need for inde­
pendence when performing compilation engagements.
Toward that end, the ARSC has issued a survey 
entitled "Need for Independence in Compilation 
Engagements." The purpose of the survey is to set 
forth specific questions for which the ARSC would like 
to receive comments before it further considers the 
independence requirements related to compilation 
engagements.
The ARSC welcomes responses and comments to 
the survey from all interested parties. Comments may 
be submitted directly through the electronic survey or 
may be sent via e-mail to Michael Glynn at 
mglynn@aicpa.org no later than May 19, 2006.
After consideration of comments received, the 
ARSC plans to address the issue at a public meeting 
for the purpose of deciding whether it should under­
take a project to revisit the need for independence 
when performing a compilation engagement, and if 
required, how the impairment of a practitioner's inde­
pendence should best be communicated in the compi­
lation report
To access the survey, click on the blue tab at 
http://www.aicpa.org/members/div/auditstd/index.htm
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Eight "Insider 
Tips" to Build Your 
Business Through 
Radio and TV
Interviews By Marsha Friedman
The general public, business owners and 
managers, providers of professional services and 
others have questions about various issues—tax, 
valuation, estate planning, financial planning, 
for example—that can be answered by CPAs 
with expertise in these areas. Opportunities to 
answer such questions through media interviews 
can help practitioners to promote their services by 
displaying their expertise and credibility. In the 
following article, the CEO of a firm that con­
nects media with interview guests offers guidance 
on conveying your credibility during interviews.
F
ew CPAs use radio and TV interviews to promote 
their services and generate engagements. This comes 
as no surprise because media interviews are among 
the most effective yet least known marketing meth­
ods a CPA could ever use.
But as good as these interviews are, they can be made even 
more effective. As with most things, there are insider techniques 
that can help "first-timers" do a powerful job in radio and TV 
interviews. The following are eight of the techniques:
1. Like the Boy Scouts, "Be prepared." Before going on, make sure 
you're fully prepared with facts, figures, and anecdotes to talk 
about when you're on the air. Use a "cheat sheet" with your best 
info. The audience can easily detect the difference between a 
guest bursting with knowledge and one whose "knowledge 
well" is quickly drying up. The latter will lose the audience's 
attention and any credibility he or she had been building.
2. Practice makes perfect. One of your key challenges is staying 
"on-message." Radio and TV hosts and audiences have a way 
of yanking you off course. Your challenge will be to know how 
to keep your on-air balance. If you're new to the media game, 
consider getting a media coach. If you already have media 
experience and just need to sharpen your skill, practice mock 
interviews with friends or associates. Be sure you're fully pre­
pared to handle any questions that come your way.
3. Implement year-round strategies. Publicity campaigns 
should be viewed as a long-term commitment with the goal of 
developing as much national media exposure as possible. After 
all, the longer you're "out there," the greater the likelihood 
you'll be recognized by the media as an expert in your field.
4. Conduct as many media interviews as possible. Keep your 
interview pipeline full. Talk radio interviews can be an unsur­
passed way of informing millions about your product without 
leaving the comfort of your home or office.
5. Be available at a moment's notice. Media appearances should 
be thought of as "instant promotional opportunities," and you 
need to be available when they are. That means day or night.
Being on the air, often and at any time, will boost
clear. To keep the audience attentive, you need to maintain a 
high level of interest throughout the interview, whether it's 
your first or your hundredth.
7. Keep your audience listening. Always remember that media 
is about entertainment first. The trick, of course, is to be both 
informative and entertaining. Do that, and you'll often find 
the host jumping in to help you promote your message.
8. Practice your time management skills. Key to success with 
media interviews is how effective you use the time you are on 
the air. A great interview—or a complete bust—will hinge 




Radio and television interviews have proven to be powerful 
marketing tools for businesses and organizations of all sizes. By 
following these eight insider tips, you will find yourself reaping 
the benefits of successful radio and television appearances.
Marsha Friedman is the CEO of Event Management Services, Inc., a 
publicity firm specializing in media coverage, providing guests for talk 
radio and appearances on local and national TV and obtaining cover­
age in major daily newspapers and national magazines. She can be 
contacted at mfriedman@event-management.com or 727-443-7115.
Finding a Media Venue
Marsha Friedman says that an excellent 
source of talk radio contacts can be found at 
www.radiopublicity.com. Alex Carroll provides a 
substantial list of radio shows that have formats for 
guests —at a very affordable rate.
Another way to find a venue is to contact local 
radio and TV shows that have a format for guests. If 
you get a positive response, you just need to be pre­
pared with a press release you can send the producer.
When pitching the media, be sure to pitch an 
"issue" that you're an expert on, rather than pitching 
your service. The talk show host or TV anchor wants 
to provide information and entertainment to the audi­
ence, so the CPA needs to address problems con­
sumers may be having (for example, tax problems, 
dealing with the IRS, estate planning) and how a CPA 
can provide a solution.
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your company's visibility—and sales.
6. Sparkle on the air. Enthusiasm speaks loud and
PCPS





CPS recently released Best 
Practices in Recruiting and 
Retaining Talented Staff, a 
white paper based on the 
findings from a recent survey of nearly 
500 CPA firms. The paper is rich with 
information about staffing, the biggest 
management challenge facing nonna­
tional firms. Most firms do not have a 
formal, documented program that 
would help them to attract and retain 




to download a free copy of the white 
paper. You can benchmark your efforts 
against those of your peers and take away 
a number of actionable tips for smaller 





CPS has made available the 
State Mobility Licensing 
Requirements at its online 
Firm Practice Center. The 
site offers information concerning 
practice requirements in states where 
your firm is not currently licensed. 





Update on Private 
Company Financial 
Reporting
Bill Balhoff, former chair of 
the PCPS Executive 
Committee and director at 
Postlethwaite & Netterville
of Louisiana, has joined the 
AICPA/FASB working group exploring 
the process of improving private com­
pany financial reporting standards. 
Specifically, the working group will 
identify criteria for potential differences 
in accounting and the processes in 
which to make consideration of those 
differences happen. The AICPA expects 
to have a set of recommendations to 
present at the regional Council meet­
ings next spring.
New PCPS Executive 
Committee Members
PCPS is pleased to welcome the follow­
ing new people to its Executive 
Committee:
• Theodore Flynn, Massachusetts 
Society of CPAs; Boston, MA
• DeAnn Hill, DeAnn Auman Hill, 
CPA; Baxter Springs, KS
• Roman Kepczyk, InfoTech Partners 
North America, Inc.; Phoenix, AZ
• Mary Ellen Meador, Kemper CPA 
Group LLP; Robinson, IL
• Herbert Schoenfeld, Schoenfeld 
Mendelsohn Goldfarb LLP; 
Woodbury, NY
• Michael Shost, Shost & Company, 
PC.; Dallas, TX
PCPS Executive Committee member 
David Morgan will serve as vice chair 
until Rich Caturano steps down in 
2006. At that time, Morgan will 
become the chair.
The CPA Exam and 
Your Firm
ven though the number of 
bachelor's degree recipients 
in accounting continues to 
rise, many new hires are 
taking longer to sit for the CPA Exam. 
In fact, the number of CPA Exam can­
didates has slowly dropped from its 
1991 high of 143,000 to 82,000 in 
2003, and down even further to 
52,000 in 2004 (the first year of com­
puter-based testing), according to a 
task force report from the AICPA, 
Prometric, and NASBA.
Candidates' most frequently cited 
reason for not taking the exam is that 
they're too busy to prepare. PCPS is 
here to offer solutions to help you 
encourage your young talent to find the 
time to take the test. Recommendations 
include providing the following:
• Faster advancement after successful 
exam completion; reimbursement 
for the costs of registration, 
review courses, study materials, and 
mileage; and/or passing bonuses to 
cover some of these costs
• The advantage of "window" policies, 
according to which new employees 
are expected to take the exam only 
at certain times of the year, within a 
window of only perhaps two to four 
dates (See  
regis_sched.html for exam sched­
uling information.)
www.cpa-exam.org/
• Vacation time to study; permission 
to study on the job, especially dur­
ing the off-season; permission to 
take the day off expressly to take the 
exam (instead of using personal 
leave to take the test)
For more information, go to the CPA 
Exam Web site at www.cpa-exam.org/
Membership in PCPS is more valuable than ever. Join now for $35 per CPA, up to a maximum of $700, by visiting 
pcps.aicpa.org/Memberships/Join+PCPS.htm or by going to and clicking the "Join PCPS" button on
the home page.
If you are already a memeber but haven't activated your access to the online Firm Practice Center or haven't shared your 
unique activation link (sent to you this past summer) with others in your firm, now is the time to do so. Contact the AICPA 
Service Center at 1-888-777-7077, Option 3, or at service@aicpa.org for assistance or for more information.
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or the PCPS Firm Practice Center at 
www.aicpa.org/pcps. Use "CPA 
Exam" in the search feature.
PCPS MAP Network 
Group Meetings
T
he PCPS Network Group 
meetings provide CPAs 
with an excellent forum 
for in-depth practice man­
agement discussions and the chance to 
exchange information on firm opera­
tions and professional issues.
For example, in late October at the 
Medium Firm Network Group's final 
meeting of 2005, 18 CPAs gathered in 
Dallas to discuss a number of topics, 
including succession, recruitment, and 
new ways to train and retain staff. 
Robert Helm of Elliott, Robinson & 
Company, LLP, in Springfield, MO, also 
presented an overview of his firm and 
its new program to help organizations 
create a dynamic future for themselves. 
Sections from the program include eval­
uating your vision, measuring progress, 
standardizing processes, using a strate­
gic goal process, and ensuring accounta­
bility. All attendees said they enjoyed 
different aspects of the meeting, but 
they all agreed that the number one 
reason they attend the sessions is to net­
work, share, and learn from each other.
The Small, Medium, and Large 
Firm Network Groups have wrapped 
up their meetings for 2005 but are 
actively planning their 2006 schedules. 
You don't want to miss out on this 
great resource.
400-Plus Firms Assist 
Hurricane Victims
From sole practitioners to 
large firms, more than 400 
practices across the nation 
have helped victims of the 
recent hurricanes Katrina, Rita, and 
Wilma in various ways, including 
donations of the following:
• Office space
• Office supplies
• Accommodations for staff
If one of the hurricanes has affected 
your practice—or a practice 
you know—visit pcps.aicpa.org/
Community/Firm+Volunteer+Center. 
htm to access the AICPA PCPS Firm 
Volunteer Center. Select the resource 
you need, and you will see a list of vol­
unteer firms from across the country. 
By clicking "View" alongside the prac­
tice's contact details, you will have 
access to more information on the vol­
unteer firm and the assistance it's offer­
ing to help firms get back on their feet.
If you would like to volunteer, please 
use the same link to post your informa­
tion. Would you like to update your 
information at the Firm Volunteer 
Center? Send us an e-mail at 
pcps@aicpa.org.
New Tax Report from 
the AICPA
In October, the AICPA released 
Understanding Tax Reform: A Guide 
to 21st Century Alternatives, a report 
designed to foster discussion by 
providing a nonpartisan analysis of the 
issues involved in the tax reform debate. 
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